Survey methods are used to determine the effect of pricing policy implementation (X1), quality of service (X2), and customer loyalty (Y) on PT. Garuda Indonesia, for JakartaSurabaya route in 2014. With a population of 773 154 passengers and a sample of 400 respondents, the data is obtained through questionnaires using Likert scale. With a simple and multiple linear regression analyses, simple and partial correlation, with signiicance level at α = 0.05, it was found that, irst, there is a positive relationship between pricing policy and customer loyalty. The variation that occurs in customer loyalty is determined by pricing policy. Secondly, there is a positive relationship between service quality and customer loyalty. The variation that occurs in customer loyalty is determined by service quality. Third, there is a positive inluence of pricing policy and service quality on customer loyalty with the coeficient of determination ry1.22 = 0.354, so 35.4% variation happening to customer loyalty is determined simultaneously by pricing policy and service quality. The implication proves that customer loyalty can be enhanced by improving the pricing policy and service quality.
Introduction
The great number of airlines in Indonesia has made the competition among them tighter and tighter. The development of area with business potential gives impacts on the high demand for light routes. For example, the route of Jakarta-Surabaya has business potential so that many airlines operate in that route, providing either full service, or middle service, or no frills.
Meanwhile, those three classiications of service provided by airlines inluence the implementation of pricing policy or the service quality. Pricing is a monetary unit or other measurement units (including other goods and services) that can be exchanged to obtain the right to own or utilize a good or service. In another word, price is a value that should be exchanged with products desired by consumers (Fandy Tjiptono, 2008: 151) .
The government regulation related to pricing policy is better known as tariff.
Tariff is a price or charge that must be paid Service quality can be deined as "a measure of how good a service is delivered in accordance with the customer expectation (Lewis & Booms in Tjiptono, 2012: 157) .
therefore, service quality has become a very dominant factor of an organization's success. Principally, service quality is a form of assessment by consumers on the level of perceived services compared with the expected services. The success of an organization or a company is in accordance with or exceeds the service quality expected by the consumers. The fulillment of service quality that leads to customer perception and results in customer satisfaction tends more to inluence the customer attitude.
This customer attitude is in the form of customer loyalty.
Customer loyalty is one of the core objectives of modern marketing.
With the loyalty, companies expect to get
Aisyah Rahmawati a long term advantages for the mutual relations built in a speciied period of time.
Boulding (in Hasan, 2008: 83) states that customer loyalty for a certain brand occurs because of the inluence of satisfaction or unsatisfaction against the brand continuously accumulated in addition to the perception on the product quality.
The light route of JakartaSurabaya is a domestic route served by several domestic airlines such as Lion Air, Batik Air, Sriwijaya air, Citilink, and Garuda Indonesia with the light fequency from three up to 19 times a day. Garuda Indonesia serves the light route of JakartaSurabaya 17 times a day. Based on the frequency of light for Jakarta-Surabaya and the passengers using air transport service provided by Garuda Indonesia with the prevailing pricing policy, the delivered service quality, and the loyalty of that airline service users, this article tries to know the relationship between pricing policy and quality service and the loyalty Garuda Indonesia customers for the route of Jakarta-Surabaya based on survey 2014.
A policy, according to Federick (in Agustino, 2008:7) , is a series of actions or activities proposed by a person, a group of people, or government in a certain domain in which there are obstacles and opportunities to carry out the proposed policy in order to achieve speciic objectives. Ealau and Pewitt (in Suharto, 2008) say, a policy is a prevailing stipulation, characterized by a consistent and repeatedly behaviour both of the policy maker and the implementer.
Whereas Titmuss Suharto (2008) says, a policy is the principles that regulate and lead actions to a certain direction.
The factors inluencing a policy, according to Suharno (2010: 52) are:
(1) external pressures; (2) old habit; (3) personal traits; (4) external groups; and (5) past condition. In this case, past experience, trainings, and work history are inluential in making a policy or decision. For example, people worry about delegating their authority to others because they worry whether the authority will be misapplied (Suharno: 2010: 52-53).
Tariff is a determinant factor in transport business and it is a controlling device in the operation to reach effectivenss and eficiency (Salim, 2008: 95) . Whereas according to Tjiptono (2006: 178) , tariff is deined as the amount of money (monetary unit) and/or other aspects (non-monetary aspects) that contains certain utilities needed to get a service. Utility is an attribute or factor that potentially satisies certain needs or wants. According to Rahardjo Adisasmita (2010: 117) , transporting tariff is the price of transport service that must be paid by shippers (cargo owners) to the carriers (transport companies).
Transporting tariff is a list containing the prices for transport service users arranged in order (Salim, 2012: 46) . Martono and Sudiro (2013: 150) suggest that tariff is a price or charge that must be paid for transporting passengers, baggages, or cargoes-including the agency fee, commission, and other costs. In the airline business, the term pricing policy is used rather than tariff. According to Oentoro (2012: 149) Irianto, 2010: 118) , an airline company generally implements some conditions for low price (discounted) tickets, with some limitations as follows:
According to Stephen Shaw (in Agus
• Minimum length of stay passengers can not use the ticket for returning (return ticket) if it has not been on the due date or the time limit speciied.
• Maximum length of stay, the maximum time limit the passengers can use their return ticket and the ticket will be invalid if it has passed over the time limit speciied.
• Ticket purchase should be done in advance according to the time limit speciied.
• As for reserve status (stand by passenger), passengers may not reserve this kind of ticket.
• Preferential fares, type of price aimed to a certain group of passengers. For example diplomats, military, students, seafarers, etc.
• Price as a part of tour package. The price of such a ticket is usually categorized as promotion price. In broad outline, pricing strategy can be classiied into eight groups, namely: new product pricing strategy, established product pricing strategy, lexible pricing strategy, product line pricing strategy, leasing strategi, bundling-pricing strategy, price leadership strategy, and pricing strategy to create market share (Tjiptono, 2008: 170) .
Therefore, it can be said that pricing policy is a stipulation that contains the principles to direct the action made in a planned and consistent way in order to achieve certain objectives using a monetary unit or exchange value in the form of money to be exchanged for the right to own or utilize a good or service desired by the consumers. Loyalty is the customer's decision to subscribe voluntarily and continuously to a certain company for a long term (Lovelock & Wright, 2007, 133) . According to Oliver (in Kotler & Keller, 2012: 127) Thus, it can be said that loyalty is behaviour of a buyer to commit, obey, voluntarily rebuy the preferred product or service in a long term and recommend it to other people.
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Results & Discussions
Based on the aims of travel, it is found that the travel for oficial duty 50%, business 15.25%, tour 10.25%, family interest 22.25%, and others 2.25%, as shown in Chart 2.
Chart 2 Aims of Travel Based on the regression equation, the most dominant factor that inluences Customer Loyalty is Service Quality, proven by the coeficient value of regression which is the biggest, that is 0.719. 
The Inluence of Pricing Policy on
Customer Loyalty
The Inluence of Pricing Policy and Service Quality on Customer
Loyalty
Correlation Test and Determination Coeficient
Hypothesis Test t test. In this partial test, it is used
to know whether there is or there is not an inluence of Pricing Policy (X1) and Service
Quality (X2) on the Customer Loyalty (Y).
The following is the result of partial test of which calculation is processed by SPSS program. 
The Strategy to Enhance the Loyalty of Garuda Indonesia Service Users
Based on the correlation and determination coeficient analyses on calculation described before, the inluence of Pricing Policy and Service Quality on the Customer Loyalty is 0.595 for correlation and 35.4% for determination coeficient.
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With these results, a strategy is needed to enhance the loyalty of Garuda Indonesia service users. One strategy that can be analyzed is the generic strategy proposed by Michael Porter, which is better known as Generic Porter strategy.
The strategy includes:
a. Low cost strategy. Low cost strategy (cost leadership) stresses on the efforts to produce standard products with a very low cost per unit. Such products is usually targeted to the consumers who are relatively easy to be inluenced by price shift or changes (price sensitive) or use the price as the determinant factor for decision making. Consumers generally choose the relatively lower price for the same products. Based on the survey done by the author, in the statement point for the variable of loyalty "Not inluenced to use other airlines" ("Tidak terpengaruh untuk menggunakan maskapai penerbangan lain") obtains the answer of strongly agree 6.25%, agree 37.75%, neutral 45.5%, disagree 10%, and strongly disagree 2%.
The statement point "Never think about moving to other airlines" ("Tidak pernah terpikir untuk berpindah ke airline lain") obtains the answer of very agree 6%, agree 39.75%, neutral 43.25%, disagree 10.5%, and very disagree 2%. From this statement, it is known that the users of Garuda Indonesia services still consider the price in buying a product, in this case, a light route.
In order to implement a low cost strategy, a company should be able to fulill the requirements in two aspects: resources and organization. In the case of Garuda Indonesia, the pricing policy for a route is based on the ceiling price stipulated by the government because Garuda Indonesia is an airline which provides full services. Therefore, the pricing made by Garuda Indonesia will not compete with other airlines which operate more as low cost carriers. However, Garuda
Indonesia is able to make the existing costs eficient.
b. Product Differentiation Strategy. This strategy encourages the company to ind its uniqueness in its target market. The Loyalty of Garuda Indonesia Customers to The Route of Jakarta-Surabaya
